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This Advanced Member Training Manual is designed to provide an orientation regarding the program of 
the BNI® System and advanced training. Throughout this document, references made to a Director may 
refer to a Director, Director Consultant or Executive Director. However, nothing contained herein shall 
change or impact the relationship the Director or Director Consultant has with BNI® (where applicable) 
or the Franchisee. 
BNI®, BNI Connect®, Local Business - Global Network®, Changing the Way the World Does 
Business®, Givers Gain®, International Networking Day®, International Networking Week®, and the 
BNI® logo(s) are trademarks of BNI Global, LLC. in the United States and/ or other countries. The 
absence of a product or service, name or logo from this list does not constitute a waiver of BNI®’s 
trademark or other intellectual property rights concerning that name or logo. Other product and 
company names mentioned herein may be the trademarks of their respective owners. 
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1.0 Welcome to BNI! 

1.1. BNI’s Belief 
You can have anything you want in life if you will just help enough other people get what they want. BNI 
is an organization that is based upon helping people to get what they want. In this case, what people 
want is referral business. We not only set up the structure to do this, but we also provide the education 
through our newsletters, books, articles, podcasts, website, Chapter visits, workshops and Leadership 
Team orientations. Our business is to help other people increase their business. Their success truly is 
our success.  

Some people won't see the many benefits of membership in BNI. That's why it's very important for you 
to continually educate the members regarding the many things they get for their fees. Remember: The 
mediocre teacher tells; the good teacher explains; the superior teacher demonstrates; the great teacher 
inspires. Rewards come from making effective use of the opportunities we have before us. Teach the 
members of BNI how to make use of the opportunities they have. Be a positive and supportive 
influence on the people of this organization. If you consistently live by this philosophy, you'll be a 
successful leader. 

1.2. Your Leadership  
In most books on management, the author talks about various technical or administrative skills. While 
these are important, the truth is that your skills as an effective motivator and leader are most important. 
What you emphasize, so will your Members. As you go, so will your Members. In order to succeed at 
this, you need to show your Members that you care. The best way to do that is to lead by example. 

"The work we do is a reflection of who we are. If we're sloppy at it, it's because we're sloppy 
inside. If we're late at it, it's because we're late inside. If we are bored by it, it is because we're 
bored inside, with ourselves, not with the work. The work can be a piece of art when done by an 
artist. So the job here is not outside of ourselves, but inside of ourselves."  
 
"How we do our work becomes a mirror of how we are inside. In the process, the work you do 
becomes you. And you become the force that breathes life into the idea behind the work. You 
become the creator of the work you do." 

- Michael Gerber, The E-Myth 

 

Often, Members see only the tip of what we call the "BNI Iceberg." Your extensive familiarity with the 
procedures and policies of BNI will greatly aid you in educating and enlightening Members as to the full 
scope of the organization.  

As a Leader, you are responsible for giving your fellow Members the big picture and providing the 
system, as well as access to the training, necessary for your Leadership Team to run your meetings. 
Even more important, you will motivate and inspire the membership to become more effective 
networkers. After a Chapter is established and operating smoothly, it is your responsibility to provide 
ongoing support. If you do not teach Members the difference between the right and the wrong ways to 
network, no one will. 
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This manual covers a great deal of information at your disposal as a Leader.  You may receive additional 
education and support from your Director and BNI Regional Office.  This Meeting Simulants Manual 
provides most of the things you will need to fulfill your role in the chapter to create energy and fun.  You 
may wish to thoroughly familiarize with this Manual.  This manual is a supplement of the Chapter 
Operations Manual (Leadership Team Manual). 

2.0 Meeting Stimulants 

The following pages of Meeting Stimulants are suggested exercises to incorporate into your Weekly 
Presentations. Several of these ideas can be used at the last minute, however several require advance 
notice. Take some time to read through these and incorporate them every 4-6 weeks into your BNI 
Weekly Meeting Agenda. It is not recommended that you do a Meeting Stimulant every meeting. 
They are to energize your Chapter meeting, so use them wisely. But most importantly ... Have Fun!  

2.1. Fantasy Referral  
Read the following story to the Members of your Chapter prior to their Weekly Presentation. This 
exercise is meant to help Members be more creative and provide a specific description of a particular 
product or service that they might offer as it relates to this scenario.  
"Richard and Lynette Miller are engaged to be married. They have scheduled their wedding for 10 
months from today. They have begun to discuss the specifics of the wedding but have not finalized 
anything at this point. They have decided to take a two-week honeymoon but have not determined 
where. Their joint annual income is $64,000. Richard is the purchasing agent for a large manufacturing 
firm in the city. His job requires reviewing various proposals for equipment and professional services 
within the organization. Lynette is self-employed as a clothing designer and manufacturer. Her firm has 
been in business for six years. She makes all decisions regarding administrative and marketing 
matters. Richard and Lynette have many hobbies. They like snow and water skiing, backpacking, river 
rafting and golfing. They plan to start a family as soon as possible. They are interested in saving money 
to help their children through college, and they plan to invest jointly after they are married." 
Then ask, "As a Member of BNI, what services or products can you provide to help Richard or Lynette 
either personally or professionally? During your Weekly Presentation, please describe how you can 
help this couple." 

2.2. Cards in a Basket  
With a basket or bag, collect one business card from each Member at the meeting before the Weekly 
Presentations. Have everyone draw a card from the basket. Whoever's card they draw, they will have 
to do that person's Weekly Presentation that day. Begin by going around the room, having each 
Member pull a card from the basket.  
Suggestions: If the Members feel particularly adventuresome, you may recommend that they not only 
do the person's Weekly Presentation, but act and pretend that they are that person by attempting to 
use visual and verbal idiosyncrasies of the other Member.  
This exercise helps Members in two ways. First, it helps them to determine how well they are getting 
their message to other Members. Secondly, it enables their message to be communicated by a new 
person, which makes a meeting interesting and often humorous.  
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2.3. Pantomime  
Pantomime presentations give Members an opportunity to do something new for their Weekly 
Presentation by doing it without words. The Pantomime Presentation is meant to introduce a new 
technique into your meetings and keep the agenda lively. Announce the following at your meeting: 
“For the meeting next week, you will all get a chance to do your Weekly Presentation without words. 
For example, at one meeting of BNI an interior decorator brought a big kettle to the meeting. When her 
turn came to do the Pantomime presentation, she put the kettle on the table, started pulling carpet, 
paint, wallpaper and fabric samples out of her bag, and put them one by one into the kettle.  Then she 
got a big wooden ladle out and began to stir the materials all around.  After a few minutes of this, she 
reached in the kettle and pulled out a displayed an art board with the completed layout, color schemes 
and photos of a beautiful home. Next week, I would like you to come prepared to do your Weekly 
Presentation in pantomime.  This will be a great opportunity for you to be creative and innovative.” 

2.4. Paper Bag 
The President starts the Paper Bag presentation by holding up a brown paper sack and announcing: 
“This week, incorporate what you see in this bag into your Weekly Presentation.  Take a good look into 
the bag, then tell us how it relates to your own unique product or service.” 
President: Start the bag around to your left, and then sit back and enjoy the fun!  As each person looks 
into the bag, you’ll probably hear him or her laugh.  As it goes around, those who don’t know what’s in 
the bag will be wondering what in the world it is. 
The secret? Inside the bag is a mirror, face up!  As Members look into the bag, “the object” they see is 
themselves!  All you will need to prepare for this Meeting Stimulant is a paper bag and a small cosmetic 
mirror. 

2.5. True/False Quiz 
Next week, for your Weekly Presentation, prepare a three-question True/False Quiz about your 
business.  Questions can include facts about your services or your profession in general.  At the next 
meeting, during your Weekly Presentation, you will read your questions and take responses from the 
Members as to whether the questions are true or false. This can be a very educational and informative 
style od presentation, revealing little-known facts about your Members. 

2.6. Presentation Lead-Ins 
Below are some examples of opening sentences.  Choose one to use at the opening of the Weekly 
Presentation section of the next meeting.  All Members must start their introductions with the same 
sentence chosen for this meeting and apply it to themselves. This can be used for many weeks. 

• The kind of qualified referral that works best for me is… 
• The kind of referral that does not work for me is… 
• I do my best work with… 
• I’m most interested in the type of client who… 
• The three major benefits of what I do are… 
• What I do best is… 
• Clients I work with include… 
• The people I work best with are… 
• The companies I work best are… 
• I’ve decided to pursue a career in this industry because… 
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• What makes me different as a(n) _________ is… 
• My special qualifications include… 

2.7. Tools of the Trade 
Next week, for your Weekly Presentation, bring something you use in your occupation and incorporate 
it into your presentation. This item should further illustrate and educate others on what you do. 

2.8. Can You Guess? 
Give each Member of your Chapter a piece of paper. Ask Members to write down something they are 
good at that the rest of the group doesn't know. Fold up the paper and put it in a paper bag. 
One at a time, have a Member pick out one piece of paper, read it aloud, guess which Member it is, 
and say why. Go around the room and give everyone a chance to guess. 

2.9. K-NET, W-NET Radio Spot 
Next week, for your Weekly Presentation, we want you to prepare a 60-second radio commercial.  
Here are the guidelines: 

• The President is the morning DJ. 
• The name of the radio station is "K-NET" or "W-NET." 
• You have exactly 60 seconds for your commercial, no more, no less, so prepare something in 

advance. 
• You may use sound effects, music, or other Members to enhance your commercial. 
• Be creative and informative. 

Remember: If you're short of your 60 seconds, there will be dead air space. If you run longer than 60 
seconds, you'll be cut off by the next commercial! 

2.10. Industry Trends 
During your Weekly Presentation, we want you to share the latest trend that is emerging or affecting 
your industry. Tell us what impact it may have on the people you serve and what we might expect to 
see in the future. 

2.11. Most Unusual Thing You've Done For Work 
During your Weekly Presentation, we want you to describe the most unusual thing you've done, or had 
to do, in your line of work, and why. 

2.12. The Mad Hatter 
Next week for your Weekly Presentation, wear a hat that pertains to your business, a hobby, or your 
personal life, and incorporate it into your presentation. After all presentations are complete, take off 
your hat and pass it three Members to your left. To get your hat back, you have to take the Member 
who has your hat out to a One-to-One! 
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2.13. Pick a Partner 
At your next Chapter meeting, have your Visitor Host hand out name tags of the individual names in the 
pairs of names listed below to Members and Visitors as they come in. We suggest that you copy the 
names down on labels (address labels will do if you don't have name tags) so that Members can put 
them on. Each Member is to find his or her partner and network with that person. At the end of the 
Open Networking portion of the meeting, you should sit with your partner, and before next week's 
meeting, you should set an appointment to meet and learn more about how to refer each other. 
Below are some examples of Partners: 
  

• Starsky & Hutch 
• Tom & Jerry 
• Bogart & Bacall 
• Mickey & Minnie 
• Fred & Wilma 

 

• Ricky & Lucy 
• Sonny & Cher 
• Batman & Robin 
• Skipper & Gilligan 
• Donald & Daisy 

 

• Ronald & Nancy 
• George & Barbara 
• Heckle & Jeckle 
• Abbott & Costello 
• Frankie & Johnny 

2.14. How Good Is Your Memory? 
During the Weekly Presentation, each Member should begin and end his or her presentation using an 
adjective beginning with the first initial of your first name. For example: Dynamic Don, Positive Paula, 
Wonderful Wanda. Try to apply the adjective to the work that you do in your profession. Why are you 
dynamic, positive or wonderful? 
NOTE: For Presidents only! We want this to be a surprise for the Members. When the second Member 
has completed his or her Weekly Presentation, ask that Member to repeat the name of the person(s) 
sitting next to him or her. By the time you get to the fourth Member, that person should be able to 
remember, and repeat, the last three Members' names (Dynamic Don, Positive Paula, Wonderful 
Wanda, etc.). 

2.15. Ball of Yarn 
Presidents: To prepare, bring a ball of yarn with you to the meeting. 
Holding the end of the string, you should give a testimonial about BNI. What do you like best about the 
organization, how much business you have received, and/or how you have benefited from your 
membership? Be sure to incorporate one Member in your testimonial. Then, holding the end of the 
yarn, toss the ball of yarn to the Member of your choice that you incorporated into your testimonial. This 
Member will then repeat the process, making sure to hold onto the strand of yarn, giving a testimonial 
about another Member who has not yet been talked about, and passing the ball of yarn to that person. 
Note to President: At the end of this Meeting Stimulant, you will see how the string represents how all 
of you interact with one another in your Chapter. As President, you should explain how individual these 
interrelationships are to each of the Members. 

2.16. Apart From the Pack 
During your Weekly Presentation, tell us what sets you apart from anyone else in your profession. 
Explain to the Chapter what makes you special, unique and/or different from your competition. Give us 
examples. Members can bring props or tools that they use in their profession. 
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2.17. Mystery Basket 
President: To prepare, at home grab a basket and fill it with odd household items, such as children's 
toys, cooking utensils, or anything else you may see as you walk out the door. During the Weekly 
Presentations, pass the basket around the room and have each Member take out an item and 
incorporate that item into his or her presentation. 
For example: A chiropractor chooses a strainer out of the basket and says, "If you've strained your 
back, come and see me." An architect chooses a Mickey Mouse doll and says, "We don't Mickey 
Mouse around." The psychologist takes an engineer's hat out and says, "I can help engineer your life." 

2.18. Fantasy Referral- The Sequel 
Read the following story to the Members of your Chapter prior to their Weekly Presentation. This 
exercise is meant to help Members be more creative and provide a specific description of a particular 
product or service that they might offer as it relates to this scenario. 
"Richard and Lynette Miller (from Meeting Stimulant #1) have now been married five years and have 
two children, Diane, age two, and Richard Jr., six months old. Richard and Lynette have talked about 
refinancing their home to put on an addition now that they have a family. They purchased a car right 
after they got married but now need a full-sized family car. Their joint annual income is $74,000. 
Richard has been promoted. He is now the Purchasing Director, overseeing all purchasing functions 
from office supplies to office equipment. Lynette's business has really expanded in the past five years. 
She has secured some big contracts and is running out of space in her small office. Lynette would also 
like to spend more time with her children, so she needs more help at the office. Both Richard and 
Lynette know how important it is to get a good education, so they have talked about setting up some 
kind of savings account to put money away for their children's college education. Lynette and Richard 
would really like to have a second honeymoon, but they haven't determined where. They both have 
many hobbies. They like snow skiing, camping, river rafting and golfing." 
"As a Member of BNI, what services or products can you provide to help Richard, Lynette and family 
either personally or professionally? During your Weekly Presentation, please describe how you can 
help this couple." 

2.19. Dictionary Pick-A-Word 
President: To prepare, bring a dictionary to the meeting. 
"I have brought a dictionary to the meeting this morning, and I'm going to start the Weekly Presentation 
by opening the dictionary and picking a word, any word. Then I'm going to have the person sitting next 
to me use that word and incorporate it into his or her Weekly Presentation. After that person is finished, 
he or she must randomly pick another word on another page and give it to the Member next to him or 
her. We will pass the dictionary around the room and each of us will follow this format." 

2.20. Winter Olympics 
During your Weekly Presentation, incorporate the following: If you were on the Winter Olympic team, 
what sport would you play, and why? For example, a hair stylist might choose aerial ski jumping and 
say, "It would be a hair-raising experience." A florist might choose ice skating and say, "It's artistic, 
fresh and always good quality." 
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2.21. Personalized License Plates 
Ask the following question and have the Members write down on a sheet of paper their personalized 
license plate frame, hold it up, and incorporate it into their Weekly Presentation. "If you had to create 
your own personalized license plate frame, what would it say, and how would it relate to your 
business?" 
Examples:  

• ICU4DK  Dentist 
• SKNYDIP Pool Builder 
• GOAWAY  Travel Agent 
• TOETRUK  Podiatrist 
• DOUREAD Book Store 
• DEBTOR  Collection Agent 

2.22. Name That Tune 
Next week during your Weekly Presentation, incorporate a song by either playing or singing it. The 
song must in some way describe your profession or some aspect of what you do. 
Here are some examples:  

• CPA "I'm the Tax Man" (Beatles) 
• Cleaning Service "Dust in the Wind" (Kansas) 
• Attorney "Jail House Rock" (Elvis) 
• Personal Trainer "Let's Get Physical" (Olivia Newton John) 
• Travel Agent "On the Road Again" (Willie Nelson) 
• Gardener/Landscaper "Evergreen" (Barbara Streisand) 
• Skin Care Consultant "I've Got You Under My Skin" (Frank Sinatra) 

2.23. The Candy Bar 
Next week for your Weekly Presentation, bring a candy bar to use or incorporate. For example: A 
financial planner might choose a Payday and say, "Each Payday you have to put little bit away." A pre-
paid legal service might choose a Mounds bar and say, "I have Mounds of legal information for you." 

2.24. Fortune Cookie 
President: To prepare, bring a bag of fortune cookies to the meeting. Place the fortune cookies in a 
basket. Don't pass out the fortune cookies beforehand. Start the Weekly Presentation with yourself. 
Take a fortune cookie out of the basket and incorporate your fortune into your presentation. When you 
are through, pass the basket to the Member sitting next to you where they repeat the process of 
incorporating their fortune cookie message into their Weekly Presentation. 

2.25. Bring Your New Substitute Day 
All our Members at one time or another have had this dilemma: "Who can substitute for me when the 
time comes when I can't attend my BNI meeting?" This Meeting Stimulant is designed to help your 
Members "dig the well before they need the water!" 
"Two weeks from today, we will be having a Bring Your New Substitute Day. You now have two weeks 
to locate the person who will attend the meeting on your behalf when you can't be here. Bring him or 
her with you to our meeting in two weeks. Please plan to have your substitute do your Weekly 
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Presentation for you on that day! (If you like, your substitute can even dress, act or impersonate the 
Member they're representing!)" 
Very Important: To ensure Members' participation and success, next week the President should 
remind the Members about this event. This activity helps the Members in a number of ways: 

• It doubles the size of our group and adds renewed interest, energy and enthusiasm to the meeting. 
• It helps every Member establish and train their substitute. 
• Your substitute becomes comfortable and familiar with the process, so they are more likely to 

show up when you need them. 
• It increases the number of referrals as the substitutes involve themselves in the referral giving. 
• It's a win-win situation; have fun with it! 

Examples of Substitutes: 
• Associate 
• Secretary/Office Staff 
• Client 
• Friend 
• Spouse/Partner 

2.26. Know Your Networker 
President: To prepare, make sure to have a basket with every Member's business card in it. 
"Two weeks from now we will be following up on a Meeting Stimulant that we are going to start today. 
I'm going to pass a basket full of Members' cards around the room. Please reach in and grab a 
business card (not one of your own). Within the next two weeks we would like for you to meet with the 
Member whose business card you drew for a One-to-One at their place of business (if appropriate) to 
learn more about their occupation. 
"In two weeks, you will be asked to do that Member's Weekly Presentation. We feel that this is a great 
way to get to know your fellow Members. I would like to encourage you to also use props when doing 
the Weekly Presentation. For example, if you met with the general contractor, your prop could be a tool 
belt." 

2.27. Out Of A Hat 
This is similar to the “Know Your Networker” stimulant above, but there is no notice.  We want to hear 
what members already know about each with no preparation other because this is what they are saying 
now about you and your business now.  They will no have their notes and will have to remember what 
the remember about you.  It is scary but it is really effective. 
President: To prepare, make sure to have a hat or a basket with every Member's business card in it. 
Go around the room and have the members reach into the hat and pull out a business card.  That is 
who they have to present. No Notice. You might be kind to a brand new member and pass them up or 
ask them who they have already had a one-to-one and present for them. 
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2.28. New Year's Resolution 
During your Weekly Presentation, incorporate your New Year's Resolution for the following year. Share 
at least one professional and personal goal. State the ways that you will achieve your New Year's 
Resolution and how, if appropriate, the Chapter can help you achieve your goal. 

2.29. The One-to-One Schedule 
President: To prepare, print out several copies of the One-to-One schedule. Put the name of each 
Member at the top of each sheet. 
Directions: At your next meeting, have your Visitor Host direct each Member to the One-to-One 
schedules, which should be arranged on a table. During the first "15 minutes of Open Networking, have 
the Members complete the One-to-One schedules by filling in appointments with the names of those 
Members that they would personally like to meet with. After you have filled your One-to-One schedule, 
take the opportunity over the following week(s) to follow up with your appointments. This is just another 
way for Members to learn more about each other's business. If Members understand what services 
they each have to offer, it will assist them in referring quality business. 

2.30. Summer Olympics 
During your Weekly Presentation, incorporate the following: If you were on the Summer Olympic team, 
what sport would you play, and why? For example, a moving company might choose boxing and say, 
"Our boxing is a knockout!" A plumber might choose diving and say, "We don't mind diving into our 
work." 

2.31. Stocking Stuffer 
During your Weekly Presentation, incorporate the following: If you were going to put a gift in a stocking 
for a customer or client, what would it be? The gift should be something that represents your business 
or service that only you have to offer. Example: A hair stylist might put a type of styling brush in their 
client's stocking. 

2.32. Career Day 
During your Weekly Presentation, pretend you are talking to a junior high class on Career Day. You will 
need to educate them on the specifics of your job and what types of skills or training are required 
specifically for your business or profession. 

2.33. Testimonials 
Next week during your Weekly Presentation, be prepared to share a testimonial letter that you have 
received from a customer, client or patient. If you do not have one, you will have one week to ask your 
best customer, client or patient for a testimonial letter. At the next meeting, have the Members 
exchange their letters and introduce each other with their testimonials. 

2.34. Power Team Rotation 
Those chapters who use Power Teams and have the members listed in order on the screen, the 2nd 
member does the first member’s presentation, the 3rd does the second member’s, the 4th covers the 
3rd, etc.  The 1st covers the last member’s presentation.  Give the team a week to prepare so that it is 
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done well.  This exercise shows that if we put this much time and effort to prepare for someone else’s 
presentation and do it well, that we need to consider caring more about the time and effort we put into 
our own each week.  Get people to realize they can do it better and get results. 

2.35. Talkin' BNI 
One volunteer will change his or her first name to his or her favorite talk show host for 10 minutes and 
play the role of that host. The host will lead a talk show called "Talkin' BNI," where the topic is "The 
Best Way to Generate Referrals." This host will invite the top three referral generators to be the panel 
for the discussion. With microphone in hand (which is not plugged in), the host will ask the top 
performers or group to share the methods and ways that they generate referrals during the week. As in 
a talk show, the host will wander around the room with the microphone so that Members and Visitors 
can ask questions. 

2.36. Favorite T-Shirt 
Ask every person in the group to bring or wear a favorite T-shirt to the meeting. During their Weekly 
Presentation, ask each person to show the shirt to the group and explain how their T-shirt best 
resembles their personality. 

2.37. Positive Bombardment 
Give everyone a sheet of paper and instruct each Member to put his or her name on top. Ask each 
person to pass the paper to the Member on his or her right. Members should write one positive 
comment about the person whose name is on the paper. Basic words should be avoided, such as nice, 
very, kind, cool, neat. Be creative and supportive! Continue passing the sheets to the right until each 
Member receives his or her own sheet. Then, have each Member read his or her list out loud for their 
Weekly Presentation. 

2.38. The Year of the Penny 
Put a penny on each Member’s chair or have a Member pull a penny out of their wallet.  Have the 
Members look at the year of the penny and incorporate into each of their presentations something very 
significant that happened to them during that year.  It can be personal, or business related. 
For example, if the date of the penny is 1997, think of something that happened to you during this year, 
such as: 

• This is the year in which you received your biggest client. 
• The birth of your child. 
• You started your own business. 

2.39. MVP 
“Members, explain to your team Members (aka the members of your Chapter) why YOU were chosen 
(or why YOU are) the MVP (Most Valuable Player) in your company or industry, Let your team 
Members know how they can help you get to the next level (help you increase your business).” 
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2.40. BNI Survivor Island 
During the Weekly Presentation, each Member will have to present himself or herself as a Survivor cast 
member and explain to the “BNI Tribal Council” what assets or qualifications he or she has, and why he 
or she shouldn’t be kicked off the island! 

2.41. BNI Boogie 
President announces: Pick a dance and incorporate it into your Weekly Presentation. 

• Hustle 
• Twist 
• Waltz 
• Salsa 
• Can-Can 
• Hula 
• Hokey-Pokey 
• Tango 

• Macarena 
• Rumba 
• Cha-Cha 
• Bunny Hop 
• Electric Slide 
• Achy-Breaky 

Heart 
• Monkey 

• Chicken Dance 
• Hully Gully 
• Boot Scoot 
• Jitter Bug 
• Time Warp 
• Moon Walk 
• Polka 
• Mask Potato 

• Two-Step 
• Limbo 
• Charleston 
• Marengo 
• The Robot 
• Break Dance 
• Marengue

 
Weekly Presentation Examples: 

• Limbo “… we bend over backwards for people.” 
• Waltz “… we waltz you through delicate situations.” 
• Tango “… we are straight froward and will work ‘cheek to cheek’ with you.” 
• Hustle “… we hustle to make sure your service is the best.” 
• Moon Walk “… we go to the moon and back for our customers.” 
• Charleston “… if you happen to twist a knee, we can nurse you back to health.” 

2.42. The Missing Link 
The Missing Link Meeting Stimulant is an alternate Weekly Presentation designed to help Members 
identify potential categories that need to be filled in their Chapter. In place of their own Weekly 
Presentation, Members will design a Weekly Presentation based on a category that is not currently 
represented in the Chapter. This should be a category that would be a good addition to their Contact 
Sphere or Power Team. This exercise is designed to help Members identify missing categories in the 
Chapter, better understand how those categories work with the existing Members, and target who they 
should be recruiting as future Members of the Chapter. 
Presentation: "I'm sure we have all done the Meeting Stimulant where we present another Member's 
Weekly Presentation. For this exercise, we are going to do something a little bit different. You are going 
to do the Weekly Presentation for someone who isn't even in the Chapter yet! This should be a future 
Member that fits well into your contact sphere so that we all get a feeling of who you are looking for and 
how they would complement your business. The Missing Link can either be a real company that you 
know of that you would like help recruiting for the Chapter or a fictitious company that fits the mold of 
what you are looking for. 
"For example, let's say that my business was called "Canine Clippers," a dog grooming salon and my 
Missing Link in the Chapter was a company called "Bark Busters," a dog obedience and training 
company. My Missing Link presentation might sound something like this: 
"Good morning everyone, my name is Carl from Canine Clippers, the Pooch Pampering Perfectionists 
and my Missing Link in this Chapter is a dog obedience company.  
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Here is their Weekly Presentation: "Good morning everyone, my name is Barry from Bark Busters - Sit! 
Stay! Come! to Bark Busters! We train dogs of all breeds and their owners on how to have the best 
relationship possible built on mutual trust, understanding, and of course cool tricks and lots of dog 
treats. We specialize in transforming dogs that have a bad reputation - such as Pit Bulls and 
Dobermans - to be gentle, affectionate, face-licking lap dogs. Of course, we also teach dogs to sit, stay, 
heel and roll over too. As a dog trainer, some of my best referrals come from dog groomers, so if you 
could introduce me to Carl from Canine Clippers that would be really pant-tastic. Please don't make me 
sit up and beg!" 

2.43. Bring One of Your Best Clients 
"We all know whenever we bring a visitor to our Chapter meeting, that they tend to add significant value 
to the Chapter as a whole. Even if they do not join the Chapter, they tend to do business with the other 
Members of the Chapter. This is due to the relationship that they have with you, which carries over to 
the other Members. With that in mind, the "Bring One of Your Best Clients" Meeting Stimulant is an 
opportunity to introduce one of your most valued clients to your BNI Chapter and show your client how 
we network. Each Member will bring one of their best clients to a meeting, introduce him or her, explain 
what makes the individual their best client, and then give the client an opportunity to present their own 
business to the Chapter. 
This exercise is designed to: 

• Give Members an opportunity to show valued clients the BNI way of networking. 
• Strengthen relationships between Members and the clients they bring to the meeting. 
• Create increased networking opportunities for everybody involved by bringing in potential new 

clients for Members and/or new Chapter Members. 
• Give Members a way to show thanks to one of their best clients by publicly recognizing him or 

her. 
Two weeks from now, we will be doing the Bring One of Your Best Clients Meeting Stimulant. This 
Meeting Stimulant requires significant advanced planning in order to reach its full potential for success. 
Therefore, it is recommended that you utilize the coming two weeks by properly preparing your client, 
and yourself, for his or her participation in the meeting they will attend. 
On the day we all bring in one of our best clients, our regular meeting will be slightly altered. Instead of 
doing the traditional Weekly Presentation, each Member will say a couple of sentences about what they 
do, and then they will give a 30-second introduction of their client and explain what makes the individual 
one of their best clients. The Member will then turn over the remaining 30 seconds to their client, who 
will give a 30-second presentation on exactly what it is that he or she does. The opportunity for any 
remaining visitors to speak will be given after each Member/client pair has spoken." 

2.44. Twenty Topics Tailored to Help You Talk Up Your Business 
Successful BNI Members know that an effective Weekly Presentation is prepared in advance of the 
Chapter meeting. Still, some Members wait until the last minute, often coming up with a topic while 
other Members are delivering their presentations. This practice is unfair to the other Members and it 
usually produces an ineffective presentation anyway. Everyone loses! This Meeting Stimulant prompts 
us to break our businesses down into 20 different LCDs (Lowest Common Denominators), which will 
become our lesson plan of topics to cover during our Weekly Presentations for the next 20 weeks. 
This exercise is designed to: 

• Get Members to prepare more effectively for their weekly Weekly Presentation. 
• Give Members a tool to break their business down into multiple Lowest Common Denominators. 
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• Decrease anxiety about giving a Weekly Presentation by helping Members effectively prepare for 
their time to speak. 

• Ensure Members give full attention to others doing their own presentations. 
Presentation/Initial Announcement: "Between this week's Chapter Meeting and next week's Chapter 
meeting, each Member is to write down 20 topics that they could potentially discuss regarding their 
business. All Members are to bring these 20 topics with them to next week's meeting, where the reason 
for the creation of the list of 20 topics will be given. When thinking about topics, Members should break 
their business down into its Lowest Common Denominator (LCDs): specific products, target markets, 
unique benefits, qualifications as a professional business and stories of how they've helped other 
customers." 
Announcement to Be Made One Week Later at Follow-Up Meeting: "The list of 20 topics that each 
Member is now holding in their hands is their individual lesson plan for their Weekly Presentations over 
the next 20 weeks. Members may alter presentation order or topics at their discretion, but overall this 
lesson plan will alleviate the stress of having to think of a topic to present at the last minute. Members 
should create a reminder for themselves (on a calendar, in Outlook, cell phone, PDA, etc.), reminding 
them to prepare for each topic 24 hours prior to each Chapter meeting." 
Some helpful preparation tips are to: 

• Consider the needs of your audience and limit your discussion to those areas. 
• Bring handouts or samples if applicable, for the brochure table. The more things people can see, 

hear, feel, and touch, the more likely they are to remember you and refer you. Avoid handing out 
things during your presentation as they can distract from the presentations that follow yours. 

• Practice your presentation on someone you know before presenting it at the Chapter meeting. 

2.45. Rock On 
For next week's Weekly Presentation, incorporate the music, a song title or lyrics from a famous rock 
band song into your presentation. Whether you have had "A Hard Day's Night" because you were 
worried about your closing in the morning or "Eleanor Rigby" has an ant and rodent problem, it should 
be easy enough! 
Be creative and incorporate your musical act into your presentation! 

2.46. Act As If 
The Act As If Meeting Stimulant is designed to help Members identify and share the goals they have 
and where they see themselves in five years. This allows Members in the Chapter to see how they can 
help each other reach those goals through their referrals. One week in advance, let your Chapter know 
that the following week they will need to come dressed as the person they want to be in five years. 
Each Member should create a vision of where he or she would like to be. He or she should not only 
dress the part but should talk like the person and create a story around the person. Props can also be 
used. If possible, the presentations should be video recorded and watched at a later date so that 
Chapter Members can more effectively attract those goals into their lives. 

2.47. Dances With Wolves 
"This Meeting Stimulant honors the culture and traditions of our Native American BNI Members. In the 
movie Dances with Wolves, Kevin Costner was given that name because Native Americans watched 
him chasing a wolf out in the field. If the Indians watched you doing your day-to-day professional 
activities, what would they name you and why? Please come to our next meeting prepared to 
incorporate this into your Weekly Presentation." 
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2.48. 24 Karats or Fool's Gold 
Share two things that you have actually done or accomplished in your life (24 karats) and one thing that 
you would like to have done or accomplished but have not (fool's gold). Present all three as if you had 
done/accomplished them and have the Members guess which one is the one you have not yet 
done/accomplished. They can be from your business or person life, or a combination of both. 
For example, I have: 

1. Surfed in Hawaii 
2. Bungee jumped in New Zealand 
3. Received a $500,000 referral from BNI 

Two of those I actually did. One of them, I did not do. Which one is the fool's gold? When you prepare 
your 24k and fool's gold, be creative! 

2.49. Keeping BNI Top of Mind 
I know it might be shocking, but ... BNI does not give referrals! 
If BNI doesn't give referrals, then who does? 
Members! The Members will either make it happen or make it not happen. 
Givers Gain® 
BNI is based on Givers Gain®. What goes around comes around. By giving business to the members of 
my network, those members, once they get to know, like, and trust me, will, in return, give business to 
me. If you are waiting for business to come your way, it's not going to happen. You must give business 
before you receive business. 
Start a conversation by asking, "What do you need? Is there a service that you've been seeking and 
don't know where to find it?" Hopefully, you'll be able to fulfill that need from within the chapter. 
During the Holidays or Vacation Days 
Just because the holidays/summer/vacations are here does not mean that business comes to a 
screeching halt. Business continues whether we are in our office or not. Remember that networking 
doesn't have to only take place at a business meeting, Chamber event or over the telephone during 
business hours. 
What type of networking are you doing during the holidays/summer/vacations? Networking continues at 
family reunions, church events, baseball games, holiday socials and more! 
Keep your ears open at all times to find that qualified referral for your colleagues during the holidays 
and your business will benefit in return. 
 
Action 

1. Hand one referral slip to each Member. 
2. Each Member puts their name on the “To:” line. 
3. Put a star in the upper right-hand corner of the referral slip. 
4. Put all referral slips in a bag. 
5. Members draw another Member's referral slip. 
6. Now put their name on the “From:” line. 
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Goal 
The purpose is to be thinking about that Member over the next several weeks. Find this person a 
referral. When that referral is passed, that Member knows that it came from today's workshop and that 
you worked extra hard to find that person a referral. 
I encourage everyone to keep their BNI Chapter Members Top of Mind During the Holidays! 
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